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BUSINESS  BEFORE  HOBBIES 


Anything  an  editor  writes  about  the  coin  market  this  year  is  in  danger 
of  becoming  ridiculously  out  of  date  by  the  time  it  is  primed  and  distrib 
uted  to  the  readers.  I  hope  the  following  comments  have  some  substance 
for  awhile. 

The  decision  by  the  United  States  Treasury  Department  and  Congres¬ 
sional  Committees  to  increase  mint  facilities  and  enlist  outside  aid  from 
private  industry  for  increased  coin  production  is  planned  primarily  to  ac¬ 
commodate  merchants  who  suffer  from  a  short  supply  of  “change”  in  the 
market  place.  This  bold  move,  seen  in  its  proper  perspective,  should  be 
accepted  as  welcome  news  to  all  of  us  who  are  devoted  to  serving  the  coin 
collecting  fraternity. 

It  is  clear  that  the  hoarding  segment  of  the  coin  collecting  group  (no 
matter  how  small  a  part  it  may  represent)  is  being  neutralized  by  the 
projected  law  which  would  continue  the  date  1964  on  all  current  coins, 
particularly  the  Kennedy  Half  Dollar,  into  next  year.  No  1965  date  coins 
arc  in  prospect  as  things  now  shape  up.  The  announcement  that  additional 
mint  facilities  will  become  available  by  dropping  proof  set  production 
when  present  orders  are  filled  is  obviously  further  evidence  of  the  new 
mint  policy  of  business  before  hobbies. 

If  I  may  venture  an  opinion  about  the  impact  this  places  on  the  hobby 
generally.  I  would  say  that  it  would  have  a  long-range  good  effect.  As 
far  as  proof  sets  arc  concerned  there  have  been  other  lapses  and  no  in¬ 
vestment  in  modem  coins  has  had  more  over-all  stability,  considering 
quantities  available,  than  has  this  category.  I  am  confident  that  the  Phila¬ 
delphia  Mint  will  resume  proof  set  manufacture  just  as  soon  as  the  short¬ 
age  is  relieved.  This  phase  of  mint  activity  is  a  profit-maker  and  is  so  well 
established  as  to  receive  first  priority  when  normalcy  returns. 

As  for  the  projected  abundance  of  coins  dated  1964  and  its  relation  to 
the  collector  I  can  only  express  a  cautious,  hopeful  attitude.  I  believe  that 
this  development  is  a  long-range  blessing  in  disguise.  Perhaps  we  can  now 
accept,  through  an  economic  accident,  a  halt  to  the  frantic  hoarding  by 
bag  speculators,  and  slip  into  a  much-needed  breathing  spell.  Thinking 
dealers  and  investing  collectors  can  expect  nothing  worse  than  a  leveling 
off  in  values  of  recent  date  rolls,  rather  than  a  painful,  chaotic  period  of 
dumping  with  resultant  big  price  drops  and  rude  disillusionment  for  many. 

To  have  continued  the  bag  and  roll  trading  place  for  a  few  more  months 
could  have  been  disastrous.  The  bubble  is  even  now  pretty  much  over¬ 
sized  and  the  situation  charged  for  a  “bust.” 

Perhaps  we  all  owe  Miss  Eva  Adams  and  her  Treasury  Department 
Associates  a  sincere  vote  of  thanks  for  providing  a  way  to  sanity  that  we 
could  not  seem  to  find  for  ourselves. 


R.  S.  Yeoman 
Vice-President  and 
General  Manager 
Coin  Supply  Division 


INTEREST 
BEARING  NOTES 

Last  month  everyone  on  the  Mer¬ 
chandiser  Mailing  List  received  a 
colorful  brochure  describing  the  new 
Multi-Use  Floor  Display  Racks  that 
are  now  available.  Many  dealers  have 
capitalized  on  the  great  sales  potential 
of  this  attractive  and  eye-catching  sales 
tool.  If  you  have  not  yet  ordered  one 
for  your  store,  be  sure  to  do  so  soon 
and  put  it  to  good  use  as  an  “extra 
salesman”  for  the  new  Canadian  Cata¬ 
logue  which  will  be  released  August  1, 
the  new  HANDBOOK  scheduled  for 
October  1  release,  and  the  6th  Edition 
Modern  World  Coin  Catalog  that  will 
be  coming  in  December. 

A  revised  edition  of  An  Outline  of 
Ancient  Greek  Coins  by  Zander  Kla- 
wans  is  now  in  preparation.  This  book 
has  been  a  consistently  good  seller  over 
the  years,  and  a  new  printing  will  con¬ 
tinue  to  keep  the  book  in  stock.  The 
contents  have  been  changed  only  mi¬ 
nutely  so  that  existing  copies  of  the 
earlier  edition  will  not  actually  be  out¬ 
dated. 

Two  other  new  reference  books  are 
currently  in  preparation,  and  can  be 
expected  by  the  first  of  next  year.  The 
first  is  a  Catalog  of  Philippine  Paper 
Money  which  is  intended  to  be  a  com¬ 
panion  volume  to  the  WHITMAN  book 
on  Philippine  coins.  The  second  book, 
Coins  of  the  World,  1750  to  1850,  will 
be  a  companion  to  the  Modem  World 
Coin  Book,  and,  as  its  name  implies,  will 
cover  die  foreign  world  coinage  for  a 
period  of  approximately  100  years  prior 
to  the  Brown  Book. 

Three  new  magnifying  glasses  are 
planned  for  the  already  extensive 
WHITMAN  line  of  magnifiers.  A  com¬ 
plete  description  will  be  given  in  the 
next  issue  of  the  Merchandiser  when  it 
is  expected  they  will  be  available. 


IOWAN  CAPITALIZES  ON  WHITMAN  LINE 


An  example  of  the  recent  interest  in 
the  collecting  of  coins  and  the  growth 
of  the  coin  supply  field  can  be  shown  by 
Hill  Gillcs.  Bill  is  ow  ner  of  Cartcr-Gilles 
I  <  »yland  in  Mason  Citv,  Iowa,  a  town  of 
:io,i)()0. 

In  1961,  Ken  Mitchell,  the  WHIT¬ 
MAN  jobber  who  services  the  Mason 
City,  Iowa  area,  tried  to  interest  Bill  in 
going  into  the  coin  supply  field.  After 
making  two  unsuccessful  attempts  at 
«|>ening  a  department,  Ken  finally  sold 
Bill  on  agreeing  to  hold  a  coin  clinic  to 
Mart  him  off  in  the  coin  supply  field. 

An  advertisement  was  placed  in  the 
load  paper  announcing  the  Coin  Clinic 


and  the  WHITMAN  coin  supplies  that 
Bill  would  carry.  When  Ken  and  Bill 
opened  the  store  the  first  morning  of 
the  two  day  Coin  Clinic.,  people  were 
waiting  in  line.  The  modest  supply  of 
WHITMAN  merchandise  that  Ken 
brought  along  lasted  only  until  noon  of 
the  first  day. 

Today  Bill  is  one  of  the  largest  dealers 
in  coins  and  WHITMAN  coin  supplies 
in  Iowa.  He  carries  the  complete 
WHITMAN  line  of  coin  supplies  and 
says:  “I  owe  90%  of  my  success  in  the 
coin  field  to  carrying  this  complete  line.” 

The  above  picture  of  Bill  shows  part 
of  his  display  of  supplies  and  coins. 


NUMISMATIC  NUANCES 

As  a  rule,  each  new  WHITMAN 
lx>ok  is  given  a  distinctive  color  for  its 
cover  so  that  it  may  quickly  be  recog¬ 
nized  and  become  a  familiar  tool  of 
collectors.  The  terms  BLUE  BOOK, 
RED  BOOK  and  BROWN  BOOK  are, 
in  many  cases,  more  familiar  to  collec¬ 
tors  than  the  actual  titles  of  these  books. 

Because  of  the  limited  number  of 
colors  or  shades  available  in  book  cover 
material,  it  sometimes  becomes  necessary' 
to  duplicate  a  color,  and  in  an  idle 
moment  around  the  office,  we  tried  to 
give  names  to  all  of  the  many  colors 
now  in  use. 

After  all,  most  fashion  designers  cre¬ 
ate  their  own  color  terms,  such  as 
'shocking  pink,’  ‘fiesta  green,’  etc.,  so 
why  shouldn’t  we  try  it?  Here  arc  the 
results: 

Handbook  —  "Gabriel”  Blue 

Mexican  Decimal  Coins 

—  “Village”  Green 
Modem  World  Coins 

—  “Toasted”  Brown 
Guide  Book  —  “Well”  Red 

Standard  Catalogue  of  Canadian 

Coins  —  Aqua  “Regia” 

United  States  Commemorative 

Coinage  —  “  Political”  Slate 

Guide  Book  of  English  Coins 

—  “Florida”  Tan 
U.S.  Pattern,  Experimental  and 

Trial  Pieces  —  “Turn”  Blue 


Roman  Imperial  Coins 

—  “Putting”  Green 
Outline  of  Ancient  Greek  Coins 

—  “To  Hell  With”  Burgundy 
Best  of  the  Numismatist 

—  "Feeling”  Blue 
Guide  to  the  Grading  of  U.S. 

Coins  — "Done  and"  Brown 

All  books  have  titles  printed  in  "Lust 
for”  Gold  or  “Hi-Ho”  Silver. 

NEW  STYLE  FREE  CHECK 
LIST  NOW  AVAILABLE 

We  trust  that  all  of  you  are  familiar 
with  the  free  Check  List  available 
through  WHITMAN  for  the  use  of 
collectors  who  keep  their  coins  in 
WHITMAN  Folders.  IT  is  list  contains 
a  register  of  each  date  that  fits  into 
every  folder  and  gives  the  collector  a 
convenient  spot  for  checking  the  coins 
that  he  has  or  that  arc  still  needed  to 
complete  his  collection. 

The  free  WHITMAN  Check  List 
has  been  published  for  many  years  and 
is  one  of  the  many  extras  made  available 
through  this  company  for  the  conven¬ 
ience  of  collectors.  It  is  a  good  sale 
builder  that  no  other  manufacturer  of¬ 
fers,  and  something  that  should  be  put 
to  maximum  use  by  all  dealers. 

Because  the  coin  folder  series  has 
now  grown  to  over  100  different  titles, 
the  check  list  covering  all  of  these  nat¬ 
urally  had  to  be  expanded,  and  the  new 
style  check  list  puts  all  of  the  necessary 


information  into  the  most  compact 
wallet  size  folder.  It  is  a  neat  2 Yt"  x  4" 
and  not  at  all  bulky.  In  addition  to 
providing  information  that  every  collec¬ 
tor  needs,  it  contains  a  reminder  of  the 
various  other  styles  of  folders  available 
to  him,  and  if  a  dealer  will  stamp  each 
cover  with  his  trade  name  it  refers  the 
collector  back  to  his  store  for  future 
purchases. 

The  new  check  list  (Form  No.  9)  is 
available,  as  in  the  past,  through  your 
regular  jobber  source.  They  may  not 
be  ordered  directly  through  this  office 
except  by  established  jobbers  who  will 
be  allotted  a  supply  of  them  projjortion- 
ate  to  their  volume  of  business. 

There  is  no  need  to  point  out  the  fact 
that  this  enlarged  check  list  is  a  costly 
item  and,  therefore,  discretion  and  good 
judgment  should  be  used  in  its  distribu¬ 
tion.  The  use  of  this  by  your  good  cus¬ 
tomers  will  result  in  increased  business 
and  good  will. 

WE  ARE  ENTERING  A 
DECADE  OF  OPPORTUNITY 

The  years  1964-1974  represent  a  dec¬ 
ade  of  opportunity,  declared  Amo  H. 
Johnson,  vice  president  and  senior  econ¬ 
omist  of  the  J.  Walter  Thompson  Com¬ 
pany,  in  a  s|>eech  at  the  Wesfem 
Commercial  Sales  Conference.  J.  Walter 
Thompson  is  the  largest  advertising 
agency  in  the  world  and  is  in  charge  of 
publicity  for  the  Whitman  Publishing 
Company. 

The  three-day  conference,  attended 
by  representatives  of  Western's  manage¬ 
ment,  sales  and  staff  departments  from 
throughout  the  United  States,  wound 
up  Wednesday  with  Mr.  Johnson’s  talk. 

In  his  presentation,  the  prominent 
economist  said,  “The  markets  for  goods 
and  services  in  the  United  States,  as 
well  as  in  other  areas  of  tlie  free  world, 
arc  being  influenced  by  rapid  and  dy- 


WHITMAN’S  FULL  COVERAGE 
ADVERTISING  PAYS  YOU  DIVIDENDS 


namic  economic  and  social  changes.  In¬ 
dications  arc  that  these  changes  will 
accelerate  in  the  next  decade  and  that 
there  will  be  an  opportunity  for  major 
increases  in  the  total  markets  as  part  of 
a  surge  upward  in  the  standard  of 
living.” 

There  arc  nine  factors  of  dynamic 
change  that  should  be  considered,  ac¬ 
cording  to  the  speaker: 

1.  There  is  insistent  pressure  for  eco¬ 
nomic  growth  in  the  U.  S. — enough  to 
provide  20  million  more  non-agricul- 
tural  jobs  in  the  United  States  by  1974, 
from  the  present  64  million  to  84  mil¬ 
lion  in  just  10  years.  $220  billion  addi¬ 
tional  sales  to  consumers  will  be  needed 
to  provide  jobs  for  our  larger,  better 
educated  and  more  productive  labor 
force. 

2.  A  movement  upward  in  income 
groups,  brought  about  by  economic 
growth  and  increased  productivity,  will 
give  mass  millions  greater  discretionary 
spending  power  and  greater  freedom  of 
choice  in  the  upgrading  of  their  way  of 
life.  In  view  of  this,  the  former  satura¬ 
tion  points  in  markets  for  different  goods 
and  services  arc  obsolete. 

3.  A  rapid  upward  movement  in  the 
education  level  of  our  population  is  in¬ 
fluencing  health  and  personal  care,  and 
home  interests,  and  is  causing  rapid  so¬ 
cial  changes.  Reading  habits  arc  chang¬ 
ing — with  great  expansion  in  books  and 
print  media. 

4.  There  is  a  continued  growth  in 
population  and  a  change  in  the  age  dis¬ 
tribution  of  our  population. 

5.  A  rapid  increase  in  the  number  of 
families  with  two  or  more  children  is 
changing  markets.  There  is  a  trend  to 
a  family-oriented  way  of  life. 

6.  There  has  been  a  startling  change 
in  the  composition  of  our  labor  force 
with  less  manual  labor,  increased  num¬ 
bers  of  skilled  and  educated  workers, 
and  an  increase  in  the  number  of 
married  ■women  workers.  With  improved 
education  and  with  married  women  con¬ 
tinuing  to  expand  the  lal>or  force  and 
family  income,  markets  may  be  sub¬ 
stantially  upgraded. 

7.  There  has  been  a  movement  to 
urban  areas — -particularly  to  the  suburbs 
with  a  change  in  character  of  the  cen¬ 
tral  city  population — and  a  decline  in 
farm  population.  This  is  causing  a  revo¬ 
lution  in  distribution  with  a  rapid 
growth  of  self-service  supermarkets  and 
drug  stores,  discount  outlets  and  shop¬ 
ping  centers. 

8.  The  increase  in  competitive  efTorts 
to  change  people's  habits  and  likes  has 
been  a  growing  factor  in  our  economy 
with  a  |>owcrfuI  pressure  to  hasten  the 
trend  to  better  living  standards  and 
economic  growth. 

9.  An  even  greater  upsurge  in  living 
standards,  percentagewise,  in  other  free 
areas  of  the  world  will  stimulate  inter¬ 
national  trade  and  travel. 


What  goes  into  a  solid,  efficient 
national  advertising  campaign?  This 
question  was  put  to  Ed  Metzger, 
WHITMAN  Coin  Supply  Division  Ad¬ 
vertising  Manager,  who  offered  the 
following  outline  of  a  typical  advertising 
campaign  covering  the  new  1965  issue 
of  the  GUIDE  BOOK. 

Initial  work  on  a  new  advertising  pro¬ 
gram  starts  approximately  two  months 
in  advance  of  the  release  date  of  the 
product  concerned.  A  special  dummy  is 
usually  prepared  for  photographing 
purposes  and  a  complete  description  of 
the  product  given  to  the  Advertising 
Agency  to  assist  them  in  preparing 
proper  art  work  and  layout  for  a  new 
ad.  The  Geyer,  Morey,  Ballard  Inc. 
agency,  which  handles  our  advertising 
accounts,  has  a  special  part  of  their 
staff  assigned  to  work  on  each  of  the 
advertising  campaigns.  After  art  work  is 
approved,  printing  plates  arc  prepared 
for  each  of  several  publications.  Care 
must  be  taken  to  see  that  appropriate 
plates  arc  prepared  for  various  types  of 
printing  methods,  such  as  offset,  letter 
press,  newspaper  press,  etc.  Many  of 
the  magazines  advertising  WHITMAN 
products  have  closing  dates  of  a  month 
or  more  in  advance  of  publication,  thus 
the  need  of  a  particularly  long  lead 
time  in  beginning  the  advertising  cam¬ 
paign. 

About  that  same  time  jobbers  were 
contacted  and  asked  to  report  their  ini¬ 
tial  requirements  for  RED  BOOKS  so 
that  a  full  quantity  could  be  printed. 
(Although  not  a  direct  ad,  this  is  a 
sales  stimulant.)  Also  in  this  early  pe¬ 
riod.  appropriate  window  streamers  and 
signs  were  being  printed  for  distribution 
with  the  books.  Newspaper  ad  mats 
were  also  prepared  so  that  any  dealer 
or  jobber  requesting  them  could  use 
them  to  supplement  his  own  advertising 
program  in  local  newspapers. 

On  the  eve  of  the  release  date  of  the 
book,  review  copies  arc  sent  newspapers 
and  magazines  throughout  the  world. 
This  year  a  total  of  over  400  daily  and 
weekly  newspapers  received  a  news  re¬ 
lease  which  was  prepared  by  the  J.  Wal¬ 
ter  Thompson  Company,  the  Public 
Relations  Department  of  which  is  in 
charge  of  publicity  for  WHI  TMAN’S 
Coin  Supply  Division.  In  addition  to 


this,  detailed  coverage  of  the  book  and 
an  actual  sample  was  sent  to  all  of  the 
leading  numismatic  publications  and 
other  agencies,  many  of  them  syndi¬ 
cated,  which  specialize  in  numismatic 
reporting. 

Periodicals  such  as  NUMISMATIC 
NEWS,  COIN  WORLD,  and  the  NU¬ 
MISMATIST,  with  combined  circula¬ 
tions  of  over  250,000  readers,  each 
devoted  copious  space  to  their  news 
release  on  the  new  book.  Many  prom¬ 
inent  libraries,  particularly  those  main¬ 
tained  by  numismatic  organizations,  are 
given  free  copies  of  the  RED  BOOK 
which  circulate  throughout  their  mem¬ 
bership  and  eventually  stimulate  many 
sales. 

One  particularly  pleasing  review  of 
the  new  RED  BOOK  appeared  in  the 
Empire  Coin  Company's  outstanding 
bulletin,  the  EMPIRE  INVESTORS 
REPORT,  in  which  they  devoted  nearly 
four  full  pages  to  a  scrutinizing  ap- 
jraisal  of  the  1965  GUIDE  BOOK.  No 
lolds  were  barred  in  this  report,  but  we 
were  proud  to  find  very  few  criticisms 
of  the  book  and  only  a  few  divergent 
opinions  on  the  value  of  certain  rare 
coins. 

Most  of  the  ads  in  numismatic  pub¬ 
lications  are  of  full  page  size,  and 
wherever  possible,  the  back  cover  is 
used.  Two  color  ads  are  used  in  all  pub¬ 
lications  that  feature  this  service.  In 
addition  to  coin  journals,  ads  arc  placed 
in  leading  hobby  magazines,  stamp  mag¬ 
azines  and  those  catering  to  the  entire 
craft,  model  and  hobby  industry-. 

The  total  effect  of  an  advertising  cam¬ 
paign  of  this  size  is  hard  to  determine. 
The  very  appearance  of  the  GUIDE 
BOOK  itself  tucked  in  the  pocket  ol 
practically  every  attendant  at  a  coin 
show  is  a  veritable  walking  ad,  and  it 
would  not  be  hard  to  believe  that  every 
interested  collector  is  at  one  time  or 
another  exposed  to  publicity  concerning 
this  book.  Almost  every  new  product  of 
the  WHITMAN  Coin  Supply  Division 
is  backed  up  with  a  similar  advertising 
program  and  is  continued  with  support¬ 
ing  advertising  throughout  the  year. 

The  sale  of  these  products  is  kept  in 
its  proper  place,  i.e.  at  YOUR  store, 
because  every-  ad  contains  the  phrase 
“available  at  your  hobby  dealer.” 


THIRTEENTH  EDITION  CATALOGUE  OF  CANADIAN  COINS  REFLECTS  HIGH  INTEREST 


The  1965  edition  of  J.  E.  Charlton’s 
Standard  Catalogue  of  Canadian  Coins. 
Tokens  and  Paper  Money  has  just  been 
released  by  the  Whitman  Publishing 
Company.  First  introduced  in  1952,  this 
catalogue  has  become  the  accepted  ref¬ 
erence  on  the  subject.  This  printing 
marks  the  1 3th  revision  of  the  book  and 
the  sixth  year  it  has  been  printed  by 
Whitman. 

Up-to-the-minute  information  is  con¬ 
tained  on  each  and  every  token  and 
series.  Prices  have  been  completely  re¬ 
vised  in  line  with  today’s  ever-expanding 
interest  in  Canadian  numismatics.  Mint 
records  and  other  regular  features  of 
Whitman’s  hard  cover  catalogues  are 
found  as  usual.  As  before,  the  coins  are 
grouped  by  denomination  from  the 
smallest  to  the  largest. 

The  interest  in  Canadian  numismatics 
is  at  an  all-time  high.  Demand  for  the 
rarer  items  and  all  choice  material  has 
necessitated  thorough  price  revisions 
which  clearly  demonstrate  the  great 
popularity  being  enjoyed  by  Canadian 
coins.  The  Canadian  Numismatic  Asso¬ 
ciation  shows  constant  growth,  as  does 
the  number  of  coin  clubs  flourishing 
throughout  the  country.  With  this  cata¬ 
logue  as  a  guide,  anyone  entering  the 
field  of  Canadian  collecting  will  find  it 
rewarding  and  enjoyable. 

The  author,  Jim  Charlton,  is  very 
well  known  in  numismatics.  Having  be¬ 
gun  as  a  collector  over  30  years  ago. 
he  started  a  mail  order  business  in  1949. 
Today  he  operates  the  Canada  Coin  Ex¬ 
change  in  the  heart  of  Toronto. 
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chandising  our  products. 

Whitman  Coin  Supplies  arc  available  through 
jobbers  only.  They  are  conveniently  located  in 
every  trade  area. 
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